Rough Notes Magazine Index for 1991 


IIAA will follow Perot study recommendation for agent-controlled 
automation facility Barbara A. Morris, January 22 
Computer camp: High-TECC sytle Nancy Doucette, January 26 
Information, please Phil Zinkewicz, February 44 
Document imaging: In pursuit of a paperless environment 
Nancy Doucette, March 28 


Silver Plume: Insurance manuals on CD-ROM 
John Ashenhurst, March 
Is download the missing piece in the interface puzzle? 
Phil Zinkewicz, April : 
A look at technology to come—What will an agent be able to use? 
EY Eee Pe ee ie eo ere John Ashenhurst, May < 


Northbrook’s ‘‘Online’’ service offers agents interactive 
communication possibilities Len Strazewski, May 5 
Leveraging technology Nancy Doucette, June < 
Client surveys Phil Zinkewicz, July ‘ 
Agents automate marketing functions Phil Zinkewicz, August : 
Nancy Doucette, September 3: 
Phil Zinkewicz, October 5 


Bringing electronic image management into focus 
Nancy Doucette, November 


Automation: Upgrade the old or invest in the new? 
Phil Zinkewicz and Nancy Egan, December 


Coverage Concerns 
Court decisions contribute to coverage understanding and provide 
guidelines for insurance practice Roy C. McCormick, January 5 
Safety inspections by insurers do not guarantee loss-free premises 
Roy C. McCormick, February 14 


Babysitting ‘“‘business’”’ at home requires additional homeowners 
liability coverage Roy C. McCormick, March 52 


Increase in applications for flood disaster aid prompts lender program 
to enforce mandatory flood coverage requirements 
Roy C. McCormick, April 28 


Proof of loss is essential to crime insurance coverage 
Roy C. McCormick, May 16 
Personal coverage review and recommendations are service at its best 
Roy C. McCormick, June 50 


Homeowners personal property claims expedited by well-maintained records 


Volcano eruptions prompt review of exposure and coverage provisions 
Roy C. McCormick, August 11 
Tax deduction for uninsured loss can be a lifesaver 
Roy C. McCormick, September 40 


Liability of property owners for pollution damage caused by former 
owners or tenants Roy C. McCormick, October 40 
Collusion by employees demonstrates need for higher fidelity coverage limits 
Roy C. McCormick, November 26 
‘Bobtail’ coverage is needed by independent trucker operating 
under lease with carrier Roy C. McCormick, December 28 


64 


Critical Issue Report 


New Lloyd’s chairman reiterates support for U.S. market but 
expresses concern over some U.S. insurance practices 

Phil Zinkewicz, April 6 
PIA representatives join merger talks Robert L. Stewart, June 23 


An explanation of S&P’s new solvency rating approach 
Phil Zinkewicz, June 34 


Executive Life/First Capital/Garamendi revisited 
Phil Zinkewicz, July 24 


Michigan agent associations merge, providing further impetus 
to national merger movement Nancy Egan, August 26 


Agents look to Congress in battle over amortization of expirations 
Nancy Egan, October 18 


Handling insolvencies—Agents’ concerns 
Dennis H. Pillsbury, October 35 


Applied withdraws from APT—Will this help or hinder 
interface development activity? .......... Nancy Doucette, December 46 


General Articles 
The second annual competition for Rough Notes Magazine's 
Marketing Agency of the Year...................20eeeeeeee January 6 


When an agent’s political commitment turns really serious 
Barbara A. Morris, January 10 


Workers compensation—the next Armageddon? 
Dennis H. Pillsbury, February 


Insolvency concerns highlight discussion at combined ISO, III, 
AIA conference Robert L. Stewart, March 


Agents serving on magazine’s editorial board represent 40,000 
fellow producers 


Advertiser Spotlight—Meet Ins-Save, Inc 


Bettye Buffington’s 18-wheelers drive Central Insurance Services to 

‘*Marketing Agency of the Year”’ Robert L. Stewart, April 
Editorial—Big I and PIA: Merge they must 
Calling on Congress Robert L. Stewart, May 
Rough Notes Magazine forms ‘Billion Dollar Club”’ 


Reflections—Is it still true that any exposure can be insured? 
Phil Zinkewicz, June 


Independent agents faced with shrinking market for personal lines 
Phil Zinkewicz, July 


Personal lines auto insurance—Any takers? 
Phil Zinkewicz and Nancy Egan, August < 
Canadian auto Dennis H. Pillsbury, September 


Agents give their views on companies’ cutbacks in personal auto 
Phil Zinkewicz, October 2 


Agencies need young producers; Young college grads need jobs. . . 
Peggy Mika, November 


Working with real estate agents to build personal lines volume 
Elisabeth Heitzeberg, CPCU, December 14 


ROUGH NOTES 





Rough Notes Magazine Index for 1991 


IIAA will follow Perot study recommendation for agent-controlled 
automation facility Barbara A. Morris, January 22 
Computer camp: High-TECC sytle Nancy Doucette, January 26 
Information, please Phil Zinkewicz, February 44 
Document imaging: In pursuit of a paperless environment 
Nancy Doucette, March 28 


Silver Plume: Insurance manuals on CD-ROM 
John Ashenhurst, March 
Is download the missing piece in the interface puzzle? 
Phil Zinkewicz, April : 
A look at technology to come—What will an agent be able to use? 
EY Eee Pe ee ie eo ere John Ashenhurst, May < 


Northbrook’s ‘‘Online’’ service offers agents interactive 
communication possibilities Len Strazewski, May 5 
Leveraging technology Nancy Doucette, June < 
Client surveys Phil Zinkewicz, July ‘ 
Agents automate marketing functions Phil Zinkewicz, August : 
Nancy Doucette, September 3: 
Phil Zinkewicz, October 5 


Bringing electronic image management into focus 
Nancy Doucette, November 


Automation: Upgrade the old or invest in the new? 
Phil Zinkewicz and Nancy Egan, December 


Coverage Concerns 
Court decisions contribute to coverage understanding and provide 
guidelines for insurance practice Roy C. McCormick, January 5 
Safety inspections by insurers do not guarantee loss-free premises 
Roy C. McCormick, February 14 


Babysitting ‘“‘business’”’ at home requires additional homeowners 
liability coverage Roy C. McCormick, March 52 


Increase in applications for flood disaster aid prompts lender program 
to enforce mandatory flood coverage requirements 
Roy C. McCormick, April 28 


Proof of loss is essential to crime insurance coverage 
Roy C. McCormick, May 16 
Personal coverage review and recommendations are service at its best 
Roy C. McCormick, June 50 


Homeowners personal property claims expedited by well-maintained records 


Volcano eruptions prompt review of exposure and coverage provisions 
Roy C. McCormick, August 11 
Tax deduction for uninsured loss can be a lifesaver 
Roy C. McCormick, September 40 


Liability of property owners for pollution damage caused by former 
owners or tenants Roy C. McCormick, October 40 
Collusion by employees demonstrates need for higher fidelity coverage limits 
Roy C. McCormick, November 26 
‘Bobtail’ coverage is needed by independent trucker operating 
under lease with carrier Roy C. McCormick, December 28 


64 


Critical Issue Report 


New Lloyd’s chairman reiterates support for U.S. market but 
expresses concern over some U.S. insurance practices 

Phil Zinkewicz, April 6 
PIA representatives join merger talks Robert L. Stewart, June 23 


An explanation of S&P’s new solvency rating approach 
Phil Zinkewicz, June 34 


Executive Life/First Capital/Garamendi revisited 
Phil Zinkewicz, July 24 


Michigan agent associations merge, providing further impetus 
to national merger movement Nancy Egan, August 26 


Agents look to Congress in battle over amortization of expirations 
Nancy Egan, October 18 


Handling insolvencies—Agents’ concerns 
Dennis H. Pillsbury, October 35 


Applied withdraws from APT—Will this help or hinder 
interface development activity? .......... Nancy Doucette, December 46 


General Articles 
The second annual competition for Rough Notes Magazine's 
Marketing Agency of the Year...................20eeeeeeee January 6 


When an agent’s political commitment turns really serious 
Barbara A. Morris, January 10 


Workers compensation—the next Armageddon? 
Dennis H. Pillsbury, February 


Insolvency concerns highlight discussion at combined ISO, III, 
AIA conference Robert L. Stewart, March 


Agents serving on magazine’s editorial board represent 40,000 
fellow producers 


Advertiser Spotlight—Meet Ins-Save, Inc 


Bettye Buffington’s 18-wheelers drive Central Insurance Services to 

‘*Marketing Agency of the Year”’ Robert L. Stewart, April 
Editorial—Big I and PIA: Merge they must 
Calling on Congress Robert L. Stewart, May 
Rough Notes Magazine forms ‘Billion Dollar Club”’ 


Reflections—Is it still true that any exposure can be insured? 
Phil Zinkewicz, June 


Independent agents faced with shrinking market for personal lines 
Phil Zinkewicz, July 


Personal lines auto insurance—Any takers? 
Phil Zinkewicz and Nancy Egan, August < 
Canadian auto Dennis H. Pillsbury, September 


Agents give their views on companies’ cutbacks in personal auto 
Phil Zinkewicz, October 2 


Agencies need young producers; Young college grads need jobs. . . 
Peggy Mika, November 


Working with real estate agents to build personal lines volume 
Elisabeth Heitzeberg, CPCU, December 14 


ROUGH NOTES 








ANNUAL INDEX 


(Continued from page 64) 





The Light Side of Marketing 


Documentary of agency system problems would be part comedy, part tragedy 
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Persistent marketing leads to solid growth and profitability for 
Chicago-area agency Dennis H. Pillsbury, April 12 
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of last four years Dennis H. Pillsbury, May 8 
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Dennis H. Pillsbury, July 
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Dennis H. Pillsbury, August 


$22 million premium agency serves the city of jazz 
Phil Zinkewicz, September 
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Donald S. Malecki, CPCU, January 50 


Understanding E&O basics prevents coverage calamities 
Donald S. Malecki, CPCU, February 34 
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Donald S. Malecki, CPCU, March 44 
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Insurance for mobile home living 
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Up, up and away with travel agents’ woes 
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War in the Persian Gulf has immediate impact on insurance 
Phil Zinkewicz, March 


Insuring art—museums, galleries & personal collections 
Barbara A. Morris, March 


Crop insurance—helping farmers eliminate uncertainty of their work 
Wallace L. Clapp, Jr., CPCU, March 36 


The excitement of live theatre—insurance plays more than a bit part 
Phil Zinkewicz, March 


Market for nursing homes may be due to tighten 
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Economic turnaround can only add to new car dealer opportunities 
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Insuring zoos and animal parks 
Dennis H. Pillsbury, March 66 


Wallace L. Clapp, Jr., CPCU, March 68 


The business of insuring contractors—with special emphasis on surety bonds 
Robert L. Stewart, April 48 


Robert L. Stewart, May 18 


Insuring veterinarians—It’s a dog-eat-dog world 
Dennis H. Pillsbury, June 44 


Illinois Insurance Exchange is ready for growth in next hard market 
Phil Zinkewicz, June 46 


Insuring summer camps: It might be time to ‘‘get into the swim” 
Robert L. Stewart, July 44 


Targeting the oil and gas industry 
Dennis H. Pillsbury, August 20 


Life in the fast lane—broker has programs for bikers, travel agents, others 
Phil Zinkewicz, September 30 


Phil Zinkewicz, October 44 


Investors in Lloyd's file lawsuits to recoup losses 
Adrienne Margolis, November 17 


Nancy Egan, November 32 


Insuring alcohol and drug treatment centers 
Dennis H. Pillsbury, November 42 
Lawyers Professional Liability Ray Werner, December 10 


Outdoor adventure schools need specialized coverage 
Carol Goodstein, December 38 


To The Point 


The Perot Report: A second opinion 
aealapip avers bagel areal aeons hele ay Stem John Ashenhurst, February 


With the insurance business under attack, it’s time to defend 
what’s right with our industry Max Zimmerman, CPCU, July 26 


Education + Communication = Consumer Acclaim 
Diane Swiesz, August 


Surviving in the 1990s: A regional insurer gears up for a renewed 
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Be the best you can be 
R. C. Riley, November ¢ 


Daniel J. Blum, CPIA, December 5 
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